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What happens when Mis exceed estimates? 
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Our estimates used to be great . 
even higher than the bids . . . until 
f about a year ago. Then everything 
went haywire” 

-Spokesman for County Board of 
Road Comm’rs. 
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ff “There is general reluctance among 
J? architects to realize the fast rate of 
ft contractors' cost rises” 

— Iowa Contractor 
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A sharp, double-edged sword with in- 
flation on one edge and miscalculated 
cost estimation on the other was. the 
prime cause of contract bid rejections, 
an ENR survey disclosed. 

ENR’s survey covered bid rejection on 
jobs of all types valued at $500,000 or 
more in the mainland U.S. The time 
period covered extended from the last 
half of 1969 through the first two 
months of 1970. 

Projects selected at random for the 
survey included privately-owned (43%) 
and public jobs (57%). A general break- 
down of procedure following bid rejec- 
tion showed: 

• Abeyance or abandonment was the 
procedure in 14% of the private and 9% 
of the public jobs. 

Redesigned for lower cost specifica- 
^ tions ( and quality) w as the case in 26% 
of both the private and public jobs. 

• Restudy and evaluation with an eye 
to meeting high bid costs occurred in 
3% of the privately-owned and 20% of 
the public jobs. 

• Jobs completed by owners’ own forces 
were the case in none of the private and 
2% of the public projects. 
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There were jobs included in the third 
group in the public 20% that owners’ 
spokesmen freely admit will be funded 
by lifting dollars from other budget al- 
locations, although they were ostensibly 
undergoing redesign for economy. 

The survey indicated that the only 
projects that will fulfill their original 
need are those few being done by the 
owners’ own forces and the projects for 
which additional funds will be raised to 
meet unexpected costs. The rest are ei- 
ther beinp redesigned or reduced in 
scope to meet available funds or are 
being dropped. 

The only area where original needs 
will presumably be met without acces- 
sion to inflationary costs is in the 2% of 
jobs to be completed by the owners 
themselves. 

The other edge of the blade cutting 
between bids and contracts is error in 
cost estimation. 

Contractors contend that an over- 
looked cause of out-of-line estimates 
and under budgeting is failure of archi- 
tects to recognize inflation or, recogniz- 
ing it, underrating its size and rate of 
growth. 


“Every Cost estimate nowadays is 
unrealistic...” 

— Ohio Contractor 
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“It was a real surprise when the 
lowest bid exceeded our estimate by 
5096 ” 

-Southern Minister Trying to 
Build new Church 
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-y “A nine-month interval between de- 
sign and bidding jumped our costs 
between 9 and 10% in the cost of 
the job” 

— Hospital Planning Director 
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” Independent cost estimators back up 
this idea and point to the fact that al- 
though their primary function is to as- 
sist owners and architects in the con- 
ceptual stages of their projects, they are 
being called upon more and more fre- 
quently to act as troubleshooters when 
budgets and bids don’t meet. ^ 

— Predictably; private jobs suffered theT 
highest mortality rate in abandonment 
or going into abeyance. They also had 
the least tendency to meet high bid 
costs. 

Notable was the equal proportion oj 


lNQi ame was un- — 

private a nd public Sol 35 set for redesign 
to less than originally desired sp ecifica- 
tions. It was expected that fewer publijf 
j obs wouTcTbe in this cat egory and show 
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UP where they already sh owed a heavy 
trend: th atojmeeting the, high bid 
costs. A Tjafancedpublic budget is de- 
sirable but if unexpected dollars arc 
spent, a public voting constituency is 
more easily influenced than a private 
stockholder’s meeting. ) 

Users or would-be users of finished 
projects are the ones who suffer when 
bid rejects snag the works. It is their 
need which initially supplied the im- 
petus for the projects in the first place. ^ 
The property owner who thinks he s 
already being taxed to the hilt isn’t go- 
ing to take kindly to news that repairs 
to the pot-holed road he travels daily 
are going to cost him just a little bit 
more than planned. And his peace, is 
further disturbed when he learns that 
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his 12-year-old is t^Rfease 

dri'ven or take a bus to an already over- 
crowded high school because money for 
a new one couldn’t be allocated. 

A manufacturer who wants to add a 
wing to his plant hates to find, after his 
plans are done and bids are in, that he’s 
. either going to have to hold off on ex- 
pansion or do some fast explaining 
about out-of-budget spending. 

The list is long and the circumstances 
similar but three of the survey cases 
bear closer scrutiny because of their 
classic details. 

High cost of learning. The county 
school board in a heavily-populated 
area of the Midwest drew up plans, es- 
tablished specs and sought bids for a 
new high school. The lowest bid came 
in 15% over the estimate and, by law, 
had to be rejected. A referendum asking 
for the allocation of funds to cover the 
higher cost was defeated. Redesign to 
new specs (reduced in scope from the 
original) brought bids 1% above esti- 
mates. Again, a referendum stalled pro- 
ceedings. 

The school is indefinitely in 
abeyance while a committee studies the 
requirements of the entire school sys- 
tem. 

It could be raw waste. An East Coast 
community planned an addition to a 
sewage treatment plant. Bids exceeded 
estimate by 38% and were rejected. The 
job is being re-evaluated (the estimate 
is being upped by 25%) and user fees 
will be increased to meet the cost differ- 
ential when the project goes out for a 
second round of bidding. 

Inflation no respecter of health. The 
plant' development staff of a private 
hospital in the South was soundly 
jolted when an estimated $4-million 
renovation program turned out a low 
contract bid of $6 million. The work 
must be done now and drastic cutbacks 
from original plans must be made to 
stay within available fund range. Work 
of less desirable scope and quality had 
to be accepted because of the higher 
costs. 

From survey answers it appears that 
if a job is to be put out for bids with 
any hope of having them in line with 
e stimate, complete and detailed plan, 
mng must come tirst. ™ 

- Everything trom ^cement to ceiling 
die needs looking into to- get the best 
dollar’s worth in the construction mar- 
ket, especially the. current one where 
the cost direction is invariably up 


Slipshod plannin g for the sake of ex- 
[ ^ediency is no substitute for carefully 
Searched preparations, according to 
a U sources contacted. 
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Hear co&isiecfors today. 



Hangers for cables and conduit. Shear connectors for 
composite beam construction. Insulation pins. And 
anchor studs for refractories, deformed bars, curbing, 
and coping. 

Our welding studs come in just about every shape, in any 
length, In any diameter from Va" to VA". 

But the important thing is, the 
newest man in the shop can manage 
all those jobs with just one tool: 

A KSM stud welder. For the big 
' jobs, the rugged Safeguard will 
weld studs to a hefty VA" diameter. 
For less rigorous assignments, the 
lightweight (3.7 lbs.) KSM 625 
handles studs to %" diameter. 

Either stud welder teamed with 
the KSM MeterArc controller makes 
a goof-proof combination. Unique, 
built-in controls guarantee perfect 
welds that are uniform, vibration- 
I proof, and as strong as the stud 
' itself. 

Line voltage fluctuations? No 
problem. The MeterArc compen- 
sates for power surges or drops as much as 30%. Weld 
energy is always consistent, welds are always reliable. 

With the portable MeterArc, a worker can range up to 
150 feet from the power source. 

< But if you need to weld lots of smaller studs in a 
tight area, then match the MeterArc to the KSM PowerArc 
stud welder. The PowerArc features automatic stud feed- 
ing and will weld up to 25 ^"orSO Vs" studs a minute — 
as fast as you can pull the trigger. 

Whatever combination you choose, KSM stud welding 
lowers fabrication costs. There’s no drilling, tapping, 
boring, or stick welding. One man working on one side 
with one tool does the complete job. 

More information? Ask for Bulletin B-1 0620. It’s full 
of ideas for the construction industry. KSM Welding 
Systems Division, Dept. A, Omark Industries, 301 New 
Albany Road, Moorestown, New Jersey 08057. 
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